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VJIK 37

The paper deals with the experience of teachingl thear students the basics of small-scale busipsming ac-
tivities in the mode of team project work followsda presentation where they prove the profitapitit their busi-
ness.

Key words and phrase&iusiness plan; retail; wholesale; growth opportesjtpotential customers; share of the
market; competitors; business income; cash flovesseolume; net profit; net loss; break-even pdwdp; investor;
working capital; renovations; inventory; gross niarg
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SMALL-SCALE ENTERPRISE PLANNING ©

International contact expansion requires for sttglém know the basics of business, i.e. business gbmpos-
ing.
A business plan is a formal statement of a seusiress goals, the reasons why they are belietaidale, and
the plan for reaching those goals. It may also aianbackground information about the organizationteam
attempting to reach those goals [3].

The business goals may be defined for for-profitfmr non-profit organizations. For-profit businegki&ns
typically focus on financial goals, such as profitcreation of wealth. Non-profit and governmenemey business
plans tend to focus on organizational mission wiscihe basis for their governmental status or then-profit, tax-
exempt status. The business plan is going to bfelusea number of ways:

» First and foremost, it will define and focus yolnjective using appropriate information and analysis

* You can use it as a selling tool in dealing wittportant relationships including your lenders, inges and
banks.

» Your business plan can uncover omissions and/okmeszses in your planning process [4].

A great deal of information, some of it quite dktdj needs to be included in the Business PlaninBss plans
are decision-making tools. There is no fixed contiem a business plan. Rather the content and folwhahe
business plan is determined by the goals and acelieh business plan should contain whatever inftionais
needed to decide whether or not to pursue a goal.

Don’t overestimate the importance of the idea. Yon't need a great idea to start a business; yed tiee,
money, perseverance, and common sense. Few suddasshesses are based entirely on new ideaswAidea is
harder to sell than an existing one, because pefipi# understand a new idea and they are oftenran$ it will
work [2].

Present students will work in the conditions of kesreconomy and it requires improving the teachrugess,
enhancing teacher’s knowledge with an economic @mapt. Third year students of economic-engineefdaeglty
of TPU make up a project based on their team weskh of them being responsible for a definite phe business
plan for a small business. It may be a beauty sat@ar their hostel, dentist’s, Russian pancakesg® food which
has become popular among students lately.

Before you can develop a plan, you need to becamdifir with the information. The structure of thian is the
following.

I. Description of the Business.

Il. Marketing Plan.

[ll. Organisation Plan.

IV. Financial Plan.

Here are the questions to be answered in eachrpatagf your plan.

I. Description of the Business
What type of business are you planning (retalil, lebale, service)?

What product or service will you sell?

What type of business is it (new, part-time, expamsseasonal, year-round)?
Why does it promise to be successful?

» What are the growth opportunities?

II. Marketing Plan

* Who are your potential customers?

» How will you attract and hold your share of the ked?

* Who are your competitors? How are their businepsespering?

» How will you promote sales?

© Fomin S. A., 2010
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Who are your best suppliers? Why?

Where will the business be located?

What factors should influence your choice of loca#
What are the features of your location?

How does your building contribute to your marketpign?
What are the features of your building layout?

. Organization Plan

Who will manage the business?

How is your manager(s) qualified?

How many employees will you need? To do what?

What are your plans for employee hiring, salatesefits, training, supervision?
How will you manage finances?

How will you manage record keeping?

What consultants or specialists will you need? wioat?

What legal form of ownership will you choose? Why?

What licenses and permits do you need?

What regulations will affect your business?

. Financial Plan

What is your estimated business income for thé¢ yiear?

Quarterly for the second and third years?

What will it cost you to open your business andaiust for its first 18 months?

What will be your monthly cash flow during the fisgear?

What are your personal monthly financial needs?

What sales volume will you need in order to makeddit during the first three years?

What is your break-even point?

What will be your projected assets, liabilitiesdaret worth on the day before you expect to open?
What is the capital value of your equipment?

What are your total financial needs?

What are your potential funding sources? How wdlliyuse the money from lenders or investors?
How will the loan be secured? [1].

Top ten dos

CoNoUAWNE

Prepare a complete business plan for any busirmesang considering.

Use the business plan templates furnished in ezsgios.

Complete sections of your business plan as yousgathrough the course.
Research (use search engines) to find business fhlahare available on the Internet.
Package your business plan in an attractive kit seling tool.

Submit your business plan to experts in your inkehlolusiness for their advice.

Spell out your strategies on how you intend to feadversities.

Spell out the strengths and weaknesses of your gament team.

. Include a monthly one-year cash flow projection.

10 Freely and frequently modify your business planadoount for changing conditions.
Top ten don'ts

CoNoUAWNE

Be optimistic (on the high side) in estimating fitisales.

Be optimistic (on the low side) in estimating figuwosts.

Disregard or discount weaknesses in your plan.| 8pesh out.

Stress long-term projections. Better to focus arjqmtions for your first year.
Depend entirely on the uniqueness of your busioe$ise success of an invention.
Project yourself as someone you're not. Be brutaByistic.

Be everything to everybody. Highly focused spestalusually do best.

Proceed without adequate financial and accountimoywkhow.

. Base your business plan on a wonderful concept.iffast.

10 Skip the step of preparing a business plan betarérgy [4].

11.We will give a sample of the financial plan as thest difficult in the Business plan [5].
FINANCIAL DATA

Sources and Applications of Financing

Sources: Bank Loans

1.
2.
3.

Mortgage loan 22,000
Term loan 10,700
Reserved loan 3,300

Total $36,000
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Applications:

Purchase building $ 22,000
Equipment 2,200
Renovations 4,000
Inventory 500
Working capital 4,000
Reserve for contingencies 3,300
Total $ 36,000

Application and Expected Effect of Loan

The 36,000 will be used as follows:

Purchase of Fisherman's property 22,000

Equipment: Ford pickup 1,885
Sharp Slicer 315

Renovations 4,000

Working capital 4,000

Inventory 50C

Reserve (not disbursed) 3,300

TOTAL $ 36,000

Three-year summary

Sales Year | Year Il Year Il
Wholesale 27,400 68,800 84,000
Retail 40,400 91,000 91,000
Total Sales 57,800 159,800 175,000
Cost of material 52,884 124,625 136,550
Variable labor cost 900 3,250 5,200
Cost of goods sold 53,784 127,875 141,750
Gross margin 14,016 31,925 33,250
Total: All expenses 14,700 26,742 28,500
Net profit (loss) before taxes -684 5,183 4,750
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